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Here’s a listing that will help you look up articles in former issues 


A RECENT CHECK with readers of INpusrriaL Disrrisu- 
TION disclosed that many of them file their copies of the 


magazine. They find it profitable to have the copies for 


reference when faced with a new or different problem. 





To help these readers in locating particular articles, 
we are instituting this service of indexing articles. This 
index covers from August, 1948 through July, 1949. An- 
other index will be published in December.—The editors. 
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How to eliminate waste, inefficiency 
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CoNCENTRATED SALES EFFORT.......... June 749 104 


Major lines selected; sales checked, analyzed 


PurRCHASING UNDER CONTROL.........- June 49 106 


Buyer tells what controls to use and how 
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Demtwep wom DWPLaT.......5.655+.0d Auc. "48 86 
Building permits passersby to see interior 
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Designer aids in setting up efficient operation 
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It’s Goop MERCHANDISING. :..........-- Jan. 49 94 
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Distributor tells how he does it and why 

BurLpinc ProFiTaBLeE Winpow Disprays.FrEB. 49 90 
Display man tells you how to do it 

You Can Improve Your Use or Space..Apr. 49 94 
How to improve in limited space 

MEETINGS 

RecionaL Forum Arrracrs 300........ Dec. “+8 86 
Season’s first gathering held in Rye, N. Y. 

RouNDTABLE ON CurRENT ProsBieMs....Dec. ’48 88 
N. Y. distributors discuss seven problems 

Centra States Stupres Marcins...... Jan. “49 90 
Results of survey presented in Chicago 
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American and National sponsor Chicago meeting 

SouTHeRNERS Hotp Min-Year Meetinc. Mar. 749 82 
Biloxi session attracts record turnout 

SELLING IN Topay’s MARKET........... UNE "49 82 
Triple convention held in Cleveland; 2,100 
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have booths 

Distriputors Face Mitt Competition. .Jury "49 96 
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A special report telling who the salesman 
is, what he accomplishes, how he operates, 
what tools he uses and what his customers 
think of him. 
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MANAGEMENT [as A JoB IN THE F1eLp...Nov. "48 87 
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SALESMEN WanT TEAMWORK........... Fes. ’49 96 
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TeaMwork Gives CustoMers Service..Mar. 49 90 
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Tus Sazes Mawacen..............+. May. ’49 81 
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PI a ar enone Cen siewdioiul Oct. 45 
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wR ERP a Reece ae omen Bt oe Ge eee ee Nov. ’48 
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SMALL CusToMERS: CHALLENGE TO NEW 


MID as ee ate tee esavarenacasactindes Fes. °49 
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Down ON THE FARM............-..6-6/ Apr. 49 
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Suort Curs in TRAINING SALESMEN....Mar. 49 92 
Trainees set their own schedules 

SALESMEN WHEN NEEDED a 88 
Program geared to growth of firm 


WAREHOUSING 


PREFAB SOLVES WAREHOUSING PROBLEM. . OCT. 
Here’s a way to lower handling costs 

SurpPING LeNps A HAND IN SALES....... Fes. ’ 
A way to use manufacturer’s literature 

MovasBLeE PLATFORM SPEEDS MATERIAL 
HANDLING 
How a distributor solved a critical problem 

WAREHOUSE RoutINE REVAMPED........ Apr. ’ 
Orders filled faster, more efficiently 

Errictent Two Levet WaREHOUSING.. .JULY ” 
New system speeds order processing 


DEPARTMENTS 


How THEY... 
Make their city sale counter work over- 
ee ee ee reer er, Aug. ’ 
Speed second floor storage 
Break in new salesmen 
Facilitate wire rope identification ... .Se 
Made a display frame of a blocked 

GN: keh e050 6 Aas ieee evans ces Sept. “+8 114 
Put catalogs on wheels to create custo- 

NE air hivwranin hes ss7 sxee hisses Sept. “+8 114 
Use a hydraulic hoist for unloading... .Oct. 48 108 
Lift heavy loads . 48 108 
ROG CRUEED GURNEY. wo ne eccccncees Oct. 48 108 
Rack V-belts, ceiling to floor......... Nov. "48 99 
Unload pipe from railroad cars........ Nov. 99 
Stack wire rope for handier storage lov. 99 
Keep circular saws safe and clean C. 108 
Speed order filling on hex nuts........ Dec. ’+! 
Catch the need as well as the eye 
Capitalize on truck advertising........ Jan. ’ 

Bring order to an electric tool display. . . Jan. 
Lift heavy boxes and crates easily 
Facilitate handling with movable load- 

ing dock 
Remind salesmen of what’s what 
Gain extra storage space 
Make basement storage efficient....... Mar. ’ 
Constructed racks to meet special needs. Mar. 

Created a display to show bearings at 

EEE ee Teer Teer eT ere Apr. 
Constructed a chain operated jack for 

PN Sdunietrnecdtewivcuasanee Apr. ’ 

June 
Facilitate the handling of V-belts...... June 


SALESMEN SAY... 


Wear the proper clothes and watch the 

little things g. "48 100 
Think, act, serve, profit and follow 

through . 48 100 
Work your sales through the p.a....... Aug. 48 100 


Creative selling is still best 
Breaking down sales figures aids selling. . Oct. 
Writing specifications means more sales . Oct. 
Sample and demonstrate selling’s best 
aids 
Believe in the products your company 
sells 
Service in emergencies establishes sales- 
man 
Expose yourself with merchandise... .. Dec. 
Flattened nails sell valves............. Dec. 
Curiosity helps win contests........... Jan. ’ 
Products punctuate good sales talk Jan. 
Customer knowledge good for trainees. . Feb. 
Be prepared to close the sales......... Feb. 
Opencrs in selling are all-important. . . . Mar. 
Sell to mect customer’s needs......... Mar. 
Looking for trouble makes sales....... Mar. 
Attention getting pays in actual sales. . . . Apr. 
Leave it on trial to get the sale Apr. 
You get the order with specific questions . Apr. 
Solve technical problems to get more 
ELE OTC RCC ET CTER May 
Product knowledge again brings in the 
ee er errr er eer ers May 
Bearings bear watching, watching brings 
sales 
Better too formal than too informal... .June 
Large contractors do favor local dealers. . June 
You, too, can break into a conceded field. July 
Build firm friendships to help yourself 
along July 
You can cash in on designing ability... . July 
Qursrions & ANSWERS ON .. . 
Bearings 
Belt dressings 
RE sick wicker sine decnenss Sept. ’ 
Extinguishers 
Gears 
Electric Hoists 
Flexible shaft machines............... Jan. 
Electric motors 
Air compressors 
Wire power-driven brushes............ Apr. 
Hand gages 
Rope 


Milling cutters 


EDITORIALS 


How Many CALLs? 
As Oruers SEE You 
New Propucts 


SEASON’S GREETINGS 

Wuat’s Your Bupcer ror 1949? ....... Jan. 

Sanes Gosrs 100 HUGH? . «232.602.0050. Feb. 

ANNUAL SuRVEY RESULTS 

SELL Cost REDUCTION 

Mr. Sates ManaGER— TIME TO TAKE 
Orr Your Coat 

CONVENTION PosTscRIPT 

How’s Business? 
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Here’s a listing of articles that appeared in the last five issues 





GENERAL 
Month 
Tue Business Our.ook Aug. “49 
First half of ’49 reviewed 
“DEATH OF A SALESMAN” 
A picture review of a Broadway hit 
Tue STEAM JENNY SALESMAN......... Dec. ’ 
Just a joke between friends 


IDEAS FOR MANAGEMENT 


TAILORED INVENTORIES SuPPORT SALES. Oct. ’ 
An approach which leads to sales 
More SaLes—Lower Costs 
The first in a series on Cost Reduction 
How To Save Power DoLiars........ Nov. *49 
The second in the series on Cost Reduction 
INVENTORY ConTROL GoEs On AN 
“ASSEMBLY LINE” BasIs.......... Nov. 749 
San Francisco firm tells you how 
Sounp Buyinc, SELLING NEED SOLIp 
Facts 
All firms profit by inventory contro] 
STREAMLINED ORDER ROUTINE 
Distributor speeds up order processing 


LAYOUT AND DISPLAY 


Disptay Setts Power Toots........ Nov. ’ 
Proof of effectiveness in display 

DisPpLAYING Economy IN Display 
Photo-murals prevent display “larceny” 


MEETINGS 


Forums SCHEDULED 
Regional meetings in Rye, Biloxi, Chicago 
Kirst RecionaL MEETING IN RyeE......No. 749 
A report of the first meeting 


PRODUCT SELLING 


EXTINGUISHERS Oct. °49 
Complete service offered on fire extinguishers 
WAGE. gor cus ks eee ees cee ee 

Pertinent facts to help sell valves 
FITTINGS xc. 749 
Product information to increase sales 


PROMOTION 


How Suppuirs Reacu INpustry 
High school students learn the ropes 

Nove tty Maryincs MAKE FRIENDS..... Oct. ’ 
New and novel methods of direct mail 

An ErrectTive Marine List......... Nov. ’ 
How to keep it up to date 

SEATTLE DistRIBUTOR OPENS PLANi...Dec. °49 
3,500 attend three-day open house 

A New Home Out or Town .Dec. ’49 
5,000 attend celebration in Dallas 


SALES IDEAS 
Month Page 
A ConcGENIAL HoME LIFE FOR 
SALESMEN Aug. “49 8] 
Sales management can help 
SALES SURVEY CAMPAIGNS........... 64 Aug. ‘49 
A new idea for sales campaigns 
‘TEAMWORK IN SELLING IS SIMPLE......Aug. "49 
The how and the why-for 
PUAN LEIS oo 5 ok creda swa vad Sep. °49 
How to increase selling effectiveness 
Sates MEETINGS THaT CLICK........ Oct. 49 
Distributor invites the customers 
Can You Hetp Beat THE Droucnt?. .Oct. ’49 
A study of the irrigation market for sales 
Spor Repairs Brinc SALES 
Repair service pays off in sales. 
SPECIALIZING WitTHOUT SPECIALISTS...Dec. ’ 
Sales manager gets five assistants 
SALEs Statistics Neep Not Cost 
Mucu 
And here’s a story that proves it 
ENGINEERING Backs SALES EFFORT 
Technical service fills the bill 


SALES IDEAS FOR SALESMEN 


Try A New ApprRoACH 
A salesman’s system when plant gates are closed 
SALESMEN Must BE SOLD on 
SALESMANSHIP t. °49 
A few lessons directed at salesmen 
Constant Contact CREATES 
CusTOMERS 
How this theory works out 
SALESMEN ReEcorpD SALES IDEAS........ Oct. ’ 
How to record round tables 
On-TuE-Jos SELLING 
Demonstration with trailer unit 


TRAINING 


CLINIC FOR T'ELEPHONE SALESMEN....Aug. *49 
How to develop telephone technique 

SALES ‘TRAINING PROGRAMS sc. 749 
Shared by store and sales managers 


ml al 
WAREHOUSING 
SPEEDING UP THE SERVICE........... Nov. *49 = 78 
Improved service by use of pneumatic tube carrier 
WAREHOUSING WITH PEAK Erriciency. .Nov. 749 
Good housekeeping brings results 


QUESTIONS & ANSWERS 


Wire Rope SLINGS eee Nov. 
Cuan Drives 
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